











Manufacturers-Dealers-Utility Unite for 


Philadelphia Incinerator Drive 


achieved in past coordinated sales 













[ sstisvea by the gratifying successes 


programs for Matchless ranges and 
gas clothes dryers, Philadelphia Gas 
Works is currently completing plans for 
a major incinerator Sales Program in 
1954. This campaign, like its predeces- 


Dealer Support 

The Dealer Contact Division of 
PGW’s sales department will encourage 
sales through dealers by helping them 
get appliance franchises, by aiding them 
with displays and in adapting campaign 
plans to each individual dealer’s most 


model free if his 1954 sales effort pro- 
duces sufficient volume. 

In line with this special offer to the 
dealers PGW will contribute a similar 
amount toward the installation cost of 
all other units purchased by the dealer’s 
full-time salesmen for their personal use, 
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no pi 
sors, will capitalize on the maximum ef- profitable advantage. The staff of the _ if installed on the utility’s meters. Al 
fectiveness that can be attained through contact division also will be used to aug- os tacul 
the united efforts of manufacturers, util- ment the efforts of manufacturer and Sales Training men: 
ity and dealers. Unlike prior campaigns dealer salesmen in obtaining promo- A training program is now being de- 9% [ndu 
however, PGW’s customer advertising tional support and displays of the sales veloped for use among dealer sales per- laun 
and promotion of incinerator units will program. sonnel by PGW and the utility has en- day 
not be limited to a three-month period A wide mailing is being made to all] couraged manufacturers and distributors erate 
but is planned to continue indefinitely. prospective Philadelphia retail accounts to develop a similar presentation for & trib: 
The utility announces that it will sup- in October. This announces the promo- dealers, on product sales training. PGW gust 
port all makes of gas-fired incinerators tion, and points out the dealer support also proposed that its dealer contact rep- “y 
so long as the manufacturers actively PGW is offering while simultaneously resentatives, and distributor salesmen, J verti 
participate. arousing dealer interest in the disposal arrange combination sales training meet- pres 
Objectives of the campaign, as out- units as a profit opportunity. A Whole- ings before each dealer’s group, the for- expl 
lined in the PGW program distributed to sale Buyers Guide is included in the mer covering general gas disposal unit resp 
gas disposal unit manufacturers, dis- mailing, and it shows the brands avail- sales training and the distributor sales- the | 
tributors and wholesalers, include the able in the local market and names of men covering product features. prot 
setting up of local wholesale agencies by the wholesale distributor of each. Further dealer support by PGW in- tom 
manufacturers to serve retail accounts, As a special attraction for dealers, cludes free background display pieces “ 
the obtaining of retail sales support from PGW has proposed that manufacturers for each disposal unit on the dealer's the 
appliance dealers, and the providing of a _ and distributors consider an introductory floor, printed installation specifications, J 
utility program whereby all parties can offering to the dealer of two disposal and free adjustment service on all AGA a 
participate as extensively as they wish. units; one for display purposes, the sec- approved disposal units installed on ne 
The program stresses the importance ond for installation in the dealer’s home. PGW meters regardless of where pur- oon 
of manufacturers securing local distrib- The utility will contribute $15.00 toward chased. na 
uting agencies as soon as possible, and _ the installation cost for the dealer’s unit, Since the gas incinerators qualify for iaail 
completion, by December 1, of dealer if it is installed on PGW meters, and FHA or bank financing under home I 
franchising, sales training and promo- _ it will refund to each dealer buying this modernization terms of payment—no iain 
tional planning. Advertising and promo- Special Initial Package, $5.00 per each money down and up to three years to wv 
tion by PGW is scheduled to begin on unit sold during 1954 to PGW custom- pay—PGW points out that manufac- 
January 1, 1954 and to continue through ers, up to a maximum of 15 units. In turers and distributors should be certain Wit 
the first year. this way the dealer can get his own (Continued on page 62) cop 
and 
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THIS WINDOW, at night, is part of the gas incineration is contrasted with waiting- INSIDE THE SHOWROOM, gas incinerator 
spectacularly-successful incinerator sales pro- for-the-garbage-man. ; features are emphasized effectively to a the 
gram in the Cleveland area. Here, modern Photo, The East Ohio Gas Co. prospect. That’s how sales are made. h 
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American Meter Company Starts Promoting 
Gas to Appliance-Buying Public 


home are to be promoted to the 

mass-buying audience late this 
month in what is believed to be an un- 
precedented display of gas-industry-con- 
sciousness by a manufacturer who has 
no product to sell to that audience. 

American Meter Company, in a spec- 
tacular coordination with the recom- 
mendations to manufacturers in the Gas 
Industry Development Program, will 
launch an advertising program in Satur- 
day Evening Post, October 31, to coop- 
erate with industry activities and to con- 
tribute to the development of the gas in- 
dustry’s future. 

“We recognize, in this consumer ad- 
vertising,” William G. Hamilton, Jr., 
president, American Meter Company, 
explained to the JOURNAL, “that our true 
responsibilities to the overall welfare of 
the gas industry go far beyond the direct 
promotion of our products to our cus- 
tomers. 

“We are activating our conviction that 
the best interests of the gas industry are 
our own best interests. We are seeking, 
in these consumer publication advertise- 
ments, to broaden the base of public re- 
gard for gas appliances and gas service 
as modern, convenient and economic es- 
sentials in family-living.” 

In the first of the ads that will appear 
over the American Meter Company im- 
print, readers will be attracted to the 
headline “How Gas Packs Your Home 
With Comfort.” The brief, to-the-point 
copy emphasizes comfort, convenience 
and dependability. The principal gas ap- 
pliances are mentioned with appropriate 
adjectives, concluding with, “—And re- 
member gas appliances cost less to buy, 
to install and to operate.” 

Readers are advised to visit their gas 
companies at an early point in home 
planning for product information and 
help that can be applied to both new and 
old homes. 

These advertisements and those that 
will follow, prepared by Morey, Humm 
and Johnstone, Inc., advertising agency, 
tie closely to the national advertising of 
Gas Appliance Manufacturers Associa- 
tion, the individual appliance manufac- 
turers and American Gas Association. 

The first ad to appear in Saturday 
Evening Post is reproduced herewith 
and will be in two colors, black and the 
familiar blue which is identified with the 
company. 

It would appear logical to dramatize 
these advertisements in the gas utility 
showrooms together with the more spe- 


ik attractive values of the aill-gas 
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THE FIRST 

OF 

AMERICAN 

METER 
COMPANY'S 
GAS-INDUSTRY 
ADVERTISEMENTS 


Scheduled for 
Saturday Evening 
Post, October 31. 





With Automatic Gas I juip 


ment, you will be years ahead 


ny comfort. convemence and 
lependability 

You will enjoy the luxurious 
warmth of automatic gas 
heating ... finest, fastest aut: 
wtic gas cooking and gas 
water heating silent. aut 
matic gas refrigeration 
lothes drving 


economical vear round 


utomatic gus « 


uir-conditioning and inciner 
ation. And remember, Gas 
appliances cost less to buy, to 
install and to operate 

Plan your home around the 
convemecnce and coonomy ot 
Gas appliances. Pipe it for 
Gas! Make vours an All-Gas 
home! Visit your Gas Com 
pany today tor up-to-date 
product information and 
sound planning help for new 
and old homes alike 
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cific promotional pieces that focus on a 
specific brand or appliance category. 
That would demonstrate that there is a 
gas industry solidarity that gives no 
ground, qualitatively, to electrical com- 


petition. When and as more of this in- 
dustry-conscious type of promotion ap- 
pears, the cumulative effects should 
accrue most beneficially to the overall 
gas industry. —H. H.C. 
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that all dealers have these favorable 
terms available to them. PGW does not 
finance appliance sales but refers pros- 
pective purchasers to commercial banks 
who render this service. 


Customer Advertising 

An appropriate television show for an 
extended period through 1954 is being 
contracted for by PGW, with a sharing 
of the cost on a 50-50 basis with manu- 
facturers, distributors and dealers being 
proposed. The plan calls for the divid- 
ing of the commercial time between the 
utility and the manufacturer. Considera- 
tion is being given to one of the follow- 
ing type programs: a full length movie 
once a week; one or more five-minute 
programs daily, such as a sports roundup 
or weather report; or a 15-minute pro- 
gram daily, such as a news commen- 
tator. 

Distribution of air time between par- 
ticipating manufacturers and commit- 
ments to PGW concerning participation 
in the program must be made by De- 
cember 1. 

PGW will pay 25% of all approved 
advertising in Philadelphia media done 
by manufacturers, distributors and deal- 
ers on gas disposal units, starting Janu- 
ary 1, 1954, and continuing as long as it 
is economically justified. PGW _ has 
pointed out that it will participate in ad- 
vertising that conforms, in general, with 
the following policies: 

It is exclusively on gas disposal units. 

The word “gas” is used in type as large 
as the brand name. 

Production and mechanical costs for 

any media not included. 

Approved media are used, such as: 
Philadelphia dailies, leading weekly 
newspapers, leading radio stations, 
television stations, car cards on 
routes not going to suburban areas, 
billboards not too near city limits, 
and door-to-door pieces. 


As an added means of telling the story 





(Continued from page 60) 


of disposal units to more prospective 
customers, PGW will show a gas in- 
cinerator at cooking demonstrations 
which it attends and give a short com- 
mercial before as many audiences as 
possible during the year. Ordinarily, 
PGW participates in about 400 cooking 
demonstrations before 60,000 women 
annually. Models made by participating 
manufacturers will be displayed on a 
rotating basis at cooking shows. 

The utility will divide the distributor’s 
cost of any gas disposal unit used as a 
prize on any television show, or other 
local promotion, on a 50-50 basis. This 
offer is extended to any manufacturer or 
distributor who wishes to offer a gas in- 
cinerator as a prize at any PGW cooking 
show. 

In order to display disposal units and 
present sales and promotion plans, PGW 
has invited members of the Philadelphia 
Master Plumbers Association to a din- 
ner and meeting of the master plumbers 
in February, 1954. 

Other PGW promotional efforts re- 
ported in the program include two bill 
enclosures that will be sent during Janu- 
ary and February to PGW’s 565,000 cus- 
tomers. The enclosures will feature gas 
disposal units. 

PGW will use truck posters featuring 
incinerators on its 500 truck fleet and 
similar posters will be available for deal- 
er’s trucks. A printed periodical for 
dealers will be mailed by PGW at vari- 
ous intervals during the campaign. 


Retail Support 

Through its Retail Sales Division, 
which employs 65 street salesmen and 
14 salesgirls in seven District Offices, 
PGW sells gas appliances directly to its 
customers. The utility’s policy is to dis- 
play and sell, through the Retail Sales 
Division, appliances of manufacturers 
who support PGW’s overall efforts in de- 
veloping an active gas appliance mar- 
ket. This support may be through adver- 


_ 





MANUFACTURERS’ CHECKLIST 
FOR PGW INCINERATOR 
PROMOTION 


A special check list of 11 reminders for the 
PGW sales program has been sent to manuv- 
facturers and distributors, emphasizing points 
for immediate attention by participants in the 
campaign. 


1. Establish brand adequately with a whole- 
sale distributor in Philadelphia. 

. Discuss with wholesalers the details of 
PGW’s plan and the extent of individual 
participation. 

. Establish representative number of retail 
accounts in Philadelphia prior to Decem- 
ber 1. 

. Conduct sales meetings in Philadelphia, 
discussing all details of the program. 

. Distributor to have connection service 
contract established for immediate in- 
stallation of dealer sales. 

. 3,000 specification sheets for dealer mail- 
ing, to PGW. 

. Design special offer for personal pur- 
chases by dealers and full-time salesmen. 


. Develop sales training program and coor- 
dinate it with PGW. 

. Have adequate display material. 

. Consider Philadelphia promotional pro- 
gram, including consumer advertising, the 
PGW television show, PGW’s 25% offer, 
dealers and PGW’s retail support offer. 


. Present plans to PGW sales department 
for participation approval. 














AUTOMATIC INCINOR 


GAS-FIRED INCINERATOR 


A “MUST” in Homes with Automatic Heat 
A FULL-PROFIT LINE « NO TRADE-INS 


INCINOR IS APPROVED BY A.G.A. LABORATORIES 


ACT NOW FOR COMPLETE DETAILS 
INCINERATION DIVISION, BOWSER, INC., CAIRO, ILL. 





tising and promotion at the customer 
level, as well as through a good dealer 
sales program. 

Now incinerator manufacturers or 
distributors may take advantage of the 
use of PGW’s Retail Sales Division on 
the same terms, if the brand is ade- 
quately represented locally by a supplier 
who will carry stock and develop wide 
dealer support. 

The broad promotional program ex- 
pected by PGW includes an assurance by 
the manufacturer and his distributor that 
a gross amount of $12,000 will be spent 
in advertising media in Philadelphia dur- 
ing 1954. Assuming that a manufacturer 
decides on a $12,000 newspaper adver- 
tising campaign, he may use dealer sig- 
natures, thereby getting a local adver- 
tising rate, and make additional savings 
by using PGW’s 25% offer of support. 

Any manufacturer participating in 
PGW’s television program to the extent 
of $9,000 will be considered as making 
a brand eligible for sale through the ef- 
forts of the utility’s Retail Sales Division, 
should the manufacturer prefer this 
media over others. 
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Fort Worth Greyhound Terminal Restaurant 
gets all the Hot Water it needs 
for Perfect Dishwashing! 


This busy bus terminal restaurant 
in Fort Worth, Texas has discovered 
the perfect system for dishwashing 
sanitation. The answer is in the 
Ruud-Monel two°°temp Sanimaster 
Automatic GAS Water Heater. 
Here’s how. Sanimaster furnishes 





IS THE ONLY WATER HEATER 
THAT SAFELY HOLDS WATER 
AT 180°! HERE’S WHY: 


Sanimaster has a tank of solid 
MONEL—NATURE’S WONDER 
METAL. Monel is a _ high-nickel 
content alloy of nickel and copper 

can never rust. Safely holds water at 
such high temperatures as 180°. 
Ruud-Monel two®°temp Sanimaster, 
with this exclusive long-life Monel 
tank, will provide you with spar- 
kling hot water for years and years. 


October 1953, American Gas Journal 


all the 180° sanitizing hot water 
needed for perfect cleansing in the 
semi-automatic Hobart AM-6 dish- 
washer; and, from the same tank at 
the same time, all the 140° general 
use hot water needed for sink and 
lavatory faucets! 


























AUTOMATIC 


Gad. WATER HEATER 


180° SANITIZING 

HOT WATER 

is piped right into the automatic 
dishwasher. This extra-hot water 


provides positive bacteria destruc- 
tion .. . complete dish sanitation. 


b> 140° for waren 


is available continuously at pot sink 
lavatory, and all other general use 
faucets. All this from the same tank 
at the same time. 


In addition to the Ruud-Monel two°° 
temp Sanimaster, Ruud offers a com- 
plete line of water heaters for domestic, 
commercial and industrial applications. 

For specifications, data and literature, 
write Dept. T-1. 


RUUD MANUFACTURING COMPANY 


Pittsburgh 1, Pa. - General Offices - Toronto 14, Ontario 























FOR GAS UTILITIES EVERYWHERE 


A Great NEW TV Show featuring 


CALORIC GAS COOKING STAR 
Dione Lucas 














WHAT IS OPERATION BLUE FLAME? 


It’s a colorfully presented promotional package including 26 
half hour television programs starring Dione Lucas and her 
cooking artistry. The program is on film and is set in a New 
Freedom Gas Kitchen, featuring gas cooking at its finest. 


WHO IS DIONE LUCAS? 


TV’s queen of culinary experts, Dione Lucas is the nation’s 
leading saleswoman of gas appliances. Her programs in 
Boston, New York and Philadelphia have consistently out- 
pulled any similar show ever presented. 


MEET TODAY'S MERCHANDISING CHALLENGE! 

Here’s a truly low-cost merchandising program, designed 
specifically for the gas utility. It’s a modern means to meet 
on a unified level the costly television productions of electric 
competition. And remember, this program has the solid 
support of not only participating utilities but also of the 
Caloric Stove Corporation . . . the largest advertiser in the 
gas range industry. 


Now for the first time... a national TV show . . . available to 
utilities for sponsorship at the local level as part of a com- 
plete merchandising package to sell gas cooking to the 
American housewife! 





The Dione Lucas Show is now being sponsored by the following utilities . . . 


Arlington Gas Light Company 

Beverly Gas & Electric Company 
Blackstone Valley Gas & Electric Co. 
Boston Consolidated Gas Company 
Brockton Taunton Gas Light Company 
Brooklyn Union Gas Company 

Canon Gas Service Company 

Central Indiana Gas Company 

Citizen Gas & Coke Utility 

Citizens Utilities Company 
Connecticut Light & Power Company 
Connecticut Power Company 

Danbury & Bethel Gas & Electric Light Co. 
Derby Gas and Electric Company 

East Ohio Gas Company 

Fall River Gas Works Company 
Fitchburg Gas & Electric Light Co. 


Gloucester Gas Light Company 
Hartford Gas Company 
Haverhill Gas Light Company 
Indiana Gas & Water Company 
Kokomo Gas and Fuel Company 
Lawrence Gas & Electric Company 
Lehigh Valley Division of 

United Gas Improvement Co. 
Lone Star Gas Company 
Lowell Gas & Electric Company 
Lynn Gas & Electric Company 
Malden & Melrose Gas Light Company 
Michigan Consolidated Gas Company 
Mississippi Valley Gas Company 
New Britain Gas Light Company 
New Haven Gas Light Company 


North Hampton Gas Light Company 
Norwood Natural Gas Company 
Ohio Fuel Gas Company 
Old Colony Gas Company 
Peoples Water & Gas Company 
Philadelphia Gas Works 
Portland Gas & Coke Company 
Providence Gas Company 
Pueblo Gas & Fuel Company 
Reading Gas Division 

of United Gas Improvement Co. 
Salem Gas Light Company 
Springfield Gas Light Company 
Suburban Gas & Electric Company 
Wachusett Gas Company 
Wallingford Gas Light Company 
Washington Gas Light Company 


& 
For complete information, write or wire to Coloriz. STOVE CORPORATION, TOPTON, PA. 
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“SALES CLINCHERS’’ FOR GAS RANGE SALESMEN 


No. 2 of a series 


To sell her the GAs range, show her 
the “COFFEE-WARMER” feature of the 


ALLTROL' (4nter Sénmer 


Wonderful “keep warm’’ temperature of 130° to 175° 





—just right for keeping coffee—or food—at its flavorful 





best .. . deliciously hot, ready to serve! It’s exclusive with 
ranges* featuring the Alltrol Center Simmer surface burner. 
And it’s another reason why your prospects will become 


your customers. 





Full flame Starting A full range of inter- Click... here’s efficient “Cen- Click...a gentle “Keep 
Burner for quick boil or mediate heats when wide ter Simmer” that maintains Warm” heat... without 
fast frying. spread of heat is needed boiling in any covered vessel further cooking. 


* Write for names of ranges featur- 
ing ALLTROL Center Simmer. 


® Trade Mork Reg. U. S. Pat. Office 





SEND FOR FREE BOOKLET, 
"How to Sell More 
Gas Ranges” 
Address Dept. 103A 


HARPER-WYMAN COMPANY 





‘“"ALLTROL CENTER SIMMER’ MAKES GAS THE WINNER! 
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GAS APPLIANCE 
INDUSTRY NEWS 





Columbia Companies in Range Drive 

Some of the largest gas utility com- 
panies in the East are backing the huge 
fall advertising campaign designed to 
pep-up gas range sales. 

The ads are featuring the Matchless gas 
range as a theme. Companies behind the 
promotion have about 15% of the gas 
meters in the nation serving 9,000,000 
people in seven states. 

The campaign is being handled by the 
Matchless gas promotion committee, made 
up of sales and advertising officials of the 
following firms: The Charleston, Colum- 
bus and Pittsburgh group companies of 
Columbia Gas System; The East Ohio Gas 
Co. and Peoples Natural Gas Co., sub- 
sidiaries of Consolidated Natural Gas Co., 
member companies of the United Gas Im- 
provement Corp., and Equitable Gas Co. 

W. W. Selzer, business promotion man- 
ager, Columbia Gas System, is chairman 
of the promotion committee. Mr. Selzer 
said the committee is adopting standard- 
ized newspaper ads, posters and television 
spots, all plugging the Matchless theme. 

Sponsoring companies hope to follow up 
the range promotion with similar efforts 
to promote sales of other gas appliances, 
the chairman said. 


New Div at Utility Appliance Corp 


Utility Appliance Corp. has announced 
the addition of a new line of automatic gas 


water heaters to its present line of gas-fired 
products. The line includes a variety of 
models of all types and sizes for both do- 
mestic and commercial installations. 

At the same time, appointment of For- 
rest L. Line as director of sales for the new 
water heater division was announced. Mr. 
Line joined Utility Appliance Corp. earlier 
this year. 


Handley-Brown to Make New Unit 

Handley-Brown Heater Co. has an- 
nounced acquirement of manufacturing 
rights of the Severance Water-Air Heater, 
which was formerly manufactured by the 
Severance Mfg. Co. 

The new Water-Air combination auto- 
matic gas water heater and space heater 
will be manufactured in the Handley- 
Brown, Jackson, Mich., plant. Production 
of the unit is scheduled for October. 

Harley L. Severance will represent 
Handley-Brown in sales of the new unit in 
Wisconsin and Iowa. 


Gasinator Mfg Names Distributors 


Gasinator Mfg. Co. has announced the 
appointment of Harold Winningham & Co. 
as western states regional representatives 
for Gasinator gas-fired disposal units. 

The company has also announced the 
appointment of Wolverine Distributing Co., 
and Peninsular Distributing Co. as dis- 
tributors for Gasinator. 


Clark Equipment Moves SE Office 


Clark Equipment Company’s southeast- 
ern regional sales manager, John J. Shand, 
has moved his headquarters from Norfolk, 
Va., to Spring St. Building, Atlanta, Ga. 





MEN AT WORK 





Davidson is Calcinator Sales Engr 

Don Davidson has joined Calcinator 
Corp., manufacturer and national distribu- 
tor of incinerator equipment, as sales engi- 
neer. Since April, 
1950, Mr. David- 
son has been sales 
promotion manager 
of the dryer and 
ironer divisions of 
Whirlpool Corp. 

He has been con- 
nected with the ap- 
pliance industry 
since he was grad- 
uated from the Uni- 
versity of Illinois 
in 1938. At one 
time the head of 
his own sales merchandising organization, 
Midwest Associates, Mr. Davidson has also 
held sales positions with Hamilton Mfg. 
Co., and Forster Distributors. 


Affiliated Gas Equipment Ups 3 


Appointment of Ronald N. Campbell as 
assistant to the president was announced 
recently by Affiliated Gas Equipment, 
Inc. In his new position, Mr. Campbell 
will devote himself to the coordination 
and planning of the company’s production 
including the Bryant Heater, Payne and 
Day and Night division. 


Don Davidson 
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He comes to Affiliated after five years’ 
service as vice president in charge of manu- 
facturing for Landers, Frary & Clark. 

At the same time, the company reports 
that Joseph A. Cerny has been named 
manager of the sales engineering and in- 
formation section at Bryant headquarters, 
and Paul J. Schaack has been named Cleve- 
land branch sales manager. 

Mr. Cerny has been Cleveland branch 
manager since 1951. He joined Bryant in 
1940 in charge of controls development. 

Mr. Schaack, who succeeds Mr. Cerny 
as Cleveland branch sales manager, joined 
Bryant in 1935 as a sales engineer. In 1946 
he was named manager of sales for Florida 
and south Georgia. 


Hough is Div Mgr of A. O. Smith 


George P. Hough has been appointed 
general manager of the Permaglas-Heating 
Div., A. O. Smith Corp. Mr. Hough fills 
the post vacated several months ago by 
F. S. Cornell when the latter was named 
vice president and general manager. 

Mr. Hough continues his duties as an 
assistant to the president of A. O. Smith 
in the north central region. 


EpwarpD E. BANGs has been appointed 
executive assistant, gas heating div., York- 
Shipley, Inc. 

ALWIN B. NEWTON is now chief design 
engineer, Coleman Co., Inc. 

Ray W. QUALLEY was appointed director 
of research, Coleman Co., Inc. 


NEW BULLETINS 





How To SERVICE CENTER SIMMER BURN- 
ERS. A complete service manual on the 
maintenance and servicing of Center Sim- 
mer Burners, this new bulletin is designed 
to give gas range dealers and servicemen 
information that will aid them in main- 
tenance and installation service. Subjects 
covered in the bulletin are: types of burn- 
ers in use, types of valves and their adjust- 
ment and maintenance, automatic lighting 
adjustment, types of burner heads, change- 
overs to different types of gases and what 
they involve, and how to overcome perfor- 
mance problems. In addition, the book con- 
tains an appendix of reference charts that 
offer immediate information on orifice ca- 
pacities at various pressures for various 
types of gases and burners, orifice areas 
and diameters, plus volume and pressure 
equivalents. Single copy sent free on re- 
quest from serviceman. Price, per copy, to 
others, in small quantities, $0.25. 

How to Service Center Simmer Burners. 
Pp. 48. Harper-Wyman Co., 8562 Vin- 
cennes Ave., Chicago 20. 


WHIRLPOOL FLEXFLYTE DryYeER Duct. A 
flexible venting attachment, for use with 
the manufacturer’s gas dryers, said to elim- 
inate moisture, heat and lint from the dryer 
room is described in this new bulletin. Con- 
structed of cadmium-coated cotton rein- 
forced with: plastic-coated fiberglass cord, 
the duct measures 3” in diameter and is 
packaged in 5’ and 8’ kit lengths, with 
longer lengths available. The duct is de- 
scribed as being flexible as a garden hose, 
and can be installed in any location using 
only a knife and pliers. One end of the 
duct fastens to the dryer vent opening while 
the other end is secured to an aluminum 
tube and hood attachment passing through 
the outer wall or laundry room window. 

Bulletin FDD 53-1. Pp. 2. Whirlpool 
Corp., St. Joseph, Mich. 


GOLDEN BOooK OF HEATING KNOWLEDGE. 
Providing usable basic information about 
different types of heating systems, this bul- 
letin, according to the manufacturer, will 
enable the reader to get a better under- 
standing of the advantages and disadvan- 
tages of the wide range of heating equip- 
ment offered in the market. The bulletin 
contains information on: the basic ele- 
ments of any central home heating system; 
fuel burners; the pros and cons of warm 
air, wet heat, zoned heating and radiant 
panel heating systems. Price, $0.25. 

The Golden Book of Heating Knowledge. 
Pp. 50. Norge Heat Div., Borg-Warner 
Corp., 346 E. South St., Kalamazoo, Mich. 


HEATING AND COOLING YouR HoME. Basic 
information about heating and cooling the 
home is contained in this new bulletin pub- 
lished for the general public by the manu- 
facturer. In addition to discussing the prin- 
ciples of the manufacturer’s system of air 
heating and air conditioning, the bulletin 
tells of economies which may be realized 
by installing summer cooling. Sections of 
the bulletin are devoted to the formulation 
of the system and how its works. 

Bulletin No. A-763. Pp. 24. Coleman 
Co., Wichita, Kan. 
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_ CIRCULATOR HEATERS 
No boom! No bang! No noisy ticking! 


The trend toward circulator heaters is here to 
stay! It’s growing fast! Eager inquiries are 
pouring in... more every day! Here’s a tre- 
mendous merchandising opportunity for the 
alert dealer who knows and sells the best. 
EMPIRE, the heater that offers all the new 
advantages at a greater saving... that can be 
installed easily and inexpensively in any 
type home. 


Completely cool from top to bottom 








are the big 
SELLING ADVANTAGES P : , 
that make tae ng es ee ate 


EMPIRE Easily removed from front—with- Beautiful chrome plated radiant panel 
DIFFERENT! out disturbing radiants and dress-guards 


Modern base construction allows Completely new in styling, with beau- 


space for cleaning beneath heater — tify] baked on brown enamel finish 
—free air circulation protecting 


floor from excessive heat High temperature pyrex glass 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF Gas FLOOR FURNACES 
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THREE NEW GAS WATER HEATERS ARRIVE ON MARKET 


Hot water heater 

A newly-developed glass lining, possess- 
ing rust and corrosion resistant qualities that 
are said to be equally effective regardless 
of the chemical content of available water 
supplies, is one of the features in the manu- 
facturer’s new automatic gas-fired home 
hot water heater. Exclusive design and an 
extra-heavy steel tank equip the heater to 
test at 400 lbs/psi, while standard working 
pressure is 170 Ibs/psi. The heater is avail- 
able in 20, 30, 40, and 50 gallon capacities. 
The tank is assembled in two pieces prior 
to applying the glass coating. The bottom 
and center flue are assembled as one part, 
the shell and head as the other. The heater 
is controlled by Grayson thermostats and is 
suitable for use with all types of gas. Other 
features include the manufacturer’s draft 
diverter, dip tube for introducing cold 
water at the bottom of the tank, center flue 
equipped with Link Trap baffle for maxi- 
mum heat absorption, selective temperature 
control, automatic pilot action, adjustable 
burners, drain faucet for tank flushing, a 
porcelain enamel reflector plate, and a 
one-piece heater base. 

Crystalglas Heater. Bryant Heater Div., 
Affiliated Gas Equipment, Inc., Cleveland. 


Water heaters 

A new line of gas automatic water heat- 
ers which includes a 20-gallon model, 30- 
gallon unit, and a 40-gallon unit, has been 
announced by the manufacturer. The units 
are said to feature extra heavy gauge gal- 


vanized tanks, large access door, glass in- 
sulation, brass draincock, heavy gauge draft 
diverter, 
silhouette. The manufacturer reports that 
the entire production line has been ex- 
panded to facilitate building the new units. 


Super Economizer Series. Harrison Steel | 
Cabinet Co., 4718 W. Fifth Ave., Chicago, | 


Water-space heater 


An automatic gas water heater and space | 
heater, this unit is said to provide ample | 
hot water and heated air as well. Air trav- | 
els around the entire tank from the bottom | 
air inlet to the tank top, the tank-heated | 


air is then blower-driven through the in- 
ternal flue to the heat exchanger, located 
over the 25,000 Btu burner. The heated 
air is said to be expelled at over 120 cubic 
feet per minute. The room air thermostat 
and water temperature control guarantees, 
according to the manufacturer, heated air 
delivery regardless of hot water draw off. 
Standard duct size outlet, for heated air, at 
the bottom of the unit is included for duct 
arrangements for heat in another location. 
The unit is 66” high and 20” in diameter 
with a 30 gallon water capacity and fea- 
tures 100% safety shutoff control, heat 
holder flue baffle and heavy fiberglas in- 
sulation. The heater has full AGA ap- 
proval for use with all types of gas. 

Water-Air Water Heater and Space 
Heater. Handley-Brown Heater Co., Jack- 
son, Mich. 








Harrison 


Handley-Brown 


drum base and a modern low | 
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|'GUIDES TO GASHOLDER PLANNING 


of a series 





As production men, what we want to know is... 


Top section of 1 
shell completely 
ventilated 


Wide clearances 
simplify operation 


Gas-tight friction- 
less seal not affected 
by weather 


Piston rests on 
bottom—less than % 
of 1% for purging 


Leveling device— 
independent of side- 
wall—keeps piston 
level 


Fenders prevent 
all tension in seal 

















How weatherproof 
can a gasholder be?” 


Will rough weather mean operating 
headaches? Conventional gasholders 
must be checked frequently to guard 
against weather hazards. Icy days can 
mean the expense of a maintenance 
crew chopping away profits on your 
gasholder to free the frozen seal. 
This condition means costly inter- 
ruption of service. 

Only the Wiggins Gasholder has 
the patented Wiggins dry fabric seal. 
There’s no water, tar or grease to 
service nothing to freeze, evaporate, 
blow out or leak. 

How weatherproof can a gasholder 
be? Performance of the Wiggins 
Gasholder has been proven in over 
15 years of field operation—with 
installations from coast to coast, 
from the Gulf to Canada, and in 
Iceland and Brazil. 

Write General American for the 


complete facts. 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South LaSalle Street * Chicago90, Illinois ©* Offices in Principal Cities 

















CAPACITY 
METER 





A proven 240 c.f.h. capacity gas meter > 
for increased domestic gas loads, the f 
Sprague 240 has a rated capacity 37% fF 
greater than our Sprague No. 1A meter f 
yet weighs the same. Case size and con-f 
nections are identical to the No. 1A and 
most parts are interchangeable. More 
than ever before it’s true that ‘‘the best 
buy is a Sprague’’. 


IN DAVENPORT, IOWA * HOUSTON, TEXAS 
LOS ANGELES AND SAN FRANCISCO, CAL. 





